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Method for providing consumers with offers 



(57) In accordance with the present invention, a 
method for providing a consumer with a plurality offers 
to be used to purchase goods is provided. The method 
comprises the steps of: providing a database containing 
a plurality of available offers with the offers being ar- 
ranged in groups and the offers in each of the groups 
being arranged in ranked tiers; connecting a consumer 



activated dispenser to the database; selecting a plurality 
of offers from the database for presentation to the con- 
sumer each time the consumer activates the dispenser; 
and the selecting step comprising examining each 
group in the database for available offers starting with 
a highest priority tier in said group and proceeding to a 
lowest priority tier. 



CM 
< 

CM 
CM 

O 



Q. 
LU 



]r--T' 



n 



T — <: 

20 3S 



21 hi 



J 



FIG. 2 























i . , i , 



Printed by Jouve. 75001 PAfllS <FR) 



1 



EP 1 077 422 A2 



2 



D script ion 

BACKGROUND OF THE INVENTION 

[0001] The present invention relates to a method for s 
dispensing offers to consumers. 
[0002] Systems for dispensing offers to consumers 
are known in the art. U.S. Patent No. 4,896,791 to Smith 
illustrates one such system. The Smith system displays 
a number of images, each image representing a product 
to be promoted. The system also includes a product se- 
lection area to be manipulated by a consumer to select 
that product. A switch is associated with each selection 
area to register the selection. The system receives an 
access code unique to the consumer, records product 
selections made by the consumer, compares the prod- 
uct selected by the consumer with a preselected quota, 
and issues a coupon for the product selected by the con- 
sumer if the quota for that consumer is not exceeded. 
One of the disadvantages to the Smith system is that it 
does not allow a retailer to customize the coupons avail- 
able to an individual consumer. 
[0003] U.S. Patent No. 4,982,346 to Girouard et al. 
relates to a mail promotion network apparatus and 
method. The apparatus is a computer system for auto- 
mating advertising and promotional campaigns. The 
computer system includes a magnetic stripe card read- 
er, bar code reader, monitor, printer, keyboard, and 
touchscreen input device. Software executing on the 
computer manages the operations of the devices. The 
system displays advertisement and product or store lo- 
cator maps, dispenses coupons, accepts products or- 
ders, and manages customer surveys. The system is 
very complex and does not allow a retailer to customize 
the coupons to be offered to each individual consumer. 
[0004] U. S. Patent No. 5,025,139 to Halliburton, Jr. 
illustrates a redeemable coupon disbursement control 
and reporting system for automated teller machines. 
The system includes either a bar code scanner attach- 
ment used with preprinted continuous roll or single sheet 
automated teller machine. In either form, first recording 
means are communicably attached to the disbursing or 
printing means and remote optical scanning means are 
employed at the point of coupon redemption, such scan- 
ning means being attached to either such first or a sec- 
ond recording means reconcilable with information re- 
corded on such first recording means. This system also 
suffers from the deficiency that it does not allow the cou- 
pons to be dispensed to a consumer to be customized 
for the consumer. 

[0005] U. S. Patent No. 5,039,848 to Stoken relates 
to a machine for dispensing a plurality of coupons. The 
machine includes a cabinet and a display area on the 
cabinet indicating the different bargains capable of be- 
ing acquired by redemption of the respective coupons 
and a specific amount of money required to obtain each 
respective coupon. Selection buttons mounted on the 
cabinet are used to select a desired one of the different 



bargains and the respective coupon therefor A coin slot 
and collection box in the cabinet are used to receive var- 
ious amounts of money. The coupons are stored in the 
cabinet and are aligned with a coupon dispenser which 
is capable of dispensing each coupon to the exterior of 
the cabinet through a slot. Control circuitry is provided 
to insure that money is deposited into the collection box 
before the coupon is dispensed. This system also suf- 
fers from the deficiency that it does not allow the retailer 
to customize the coupons to be offered to an individual 
consumer. 

[0006] U. S. Patent No. 5,176,224 to Spector relates 
to a computer controlled system including a printer dis- 
penser for merchandise coupons. The system includes 
a coupon printer-dispenser installed at a supermarket 
which makes it possible for a shopper to receive a mer- 
chandising coupon entitling him/her to a specified dis- 
count on the product identified on the coupon. The print- 
er, which is computer controlled, is linked to at least one 
manufacturer whose product is available in the super- 
market. The manufacturer instructs the printer as to the 
data to be printed. The printer, when actuated by the 
shopper, prints on a universal coupon blank the identity 
of the manufacturer's product and the discount to which 
the holder is entitled as then determined by the manu- 
facturer, the printed coupon then being dispensed. 
When the shopper purchases this product and redeems 
the coupon at a checkout counter at the supermarket, 
he is accorded the specified discount. Checkout 
counters at the supermarkets having coupon dispenser 
installations are linked to each manufacturer, thereby 
completing the loop, the manufacturer being provided 
with a readout of discount coupon transactions so that 
on the basis of this readout, he can alter the discount 
amount to be printed on the blank coupon. This system 
also suffers from the deficiency that a retailer can not 
customize the coupons offered to the consumer. 
[0007] None of these prior art systems allow retailers 
and product manufacturers the ability to effectively 
reach consumers in-store. 

SUMMARY OF THE INVENTION 

[0008] Accordingly, it is an object of the present inven- 
tion to provide an improved method for providing con- 
sumers with shopping offers and purchase incentives. 
[0009] It is a further object of the present invention to 
provide a method as above which issues a printed doc- 
ument or offer sheet containing a collection of promo- 
tional incentives which consumers use to redeem pro- 
motional offers at checkout. 

[001 0] It is yet a further object of the present invention 
to provide a method as above which collects profiles on 
individual purchasers and provides retailers and manu- 
facturers with the ability to target consumers based on 
individual purchase behavior. 
[0011] The foregoing objects are attained by the 
method for dispensing offers to consumers of the 
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present invention. • 

[0012] In accordanc with the present invention, a 
method lor providing a consumer with a plurality of offers 
to be used to purchase goods is provided. The method 
comprises the steps of: providing a database containing 
a plurality of available offers with the offers being ar- 
ranged in groups and the offers in each of the groups 
being arranged in ranked tiers; connecting a consumer 
activated dispenser to the database; selecting a plurality 
of offers from the database for presentation to the con- 
sumer each time the consumer activates the dispenser; 
and the selecting step comprising examining each 
group in the database for available offers starting with 
a highest priority tier in said group and proceeding to a 
lowest priority tier. 

[0013] Other details, objects, and advantages of the 
method of the present invention are set forth in the fol- 
lowing detailed description and the accompanying 
drawings wherein like reference numerals depict like el- 
ements. 

BRIEF DESCRIPTION OF THE DRAWINGS 
[0014] 

Figure 1 is a front view of an in-store dispenser used 
in a store-level marketing system; 
Figure 2 is a side view of the in-store dispenser 
shown in Figure 1 ; 

Figure 3 illustrates an offer/savings sheet dis- 
pensed by the method of the present invention; and 
Figures 4a - 4c are flow charts showing how the 
method of the' present invention is implemented. 

DETAILED DESCRIPTION OF THE PREFERRED 
EMBODIMENT'S) 

[0015] Referring now to the drawings, a store-level 
marketing system, in accordance with one aspect of the 
present invention, as shown in Figures 1 and 2, includes 
a dispenser 10 to be placed in a retail store such as a 
supermarket, drug store, convenience store, depart- 
ment store or any other retail or commercial environ- 
ment. The dispenser 10 may be placed in any location 
in the store convenient for access by consumers. The 
dispenser 10 may be fabricated from any suitable ma- 
terial such as metal, wood or plastic. 
[001 6] The dispenser 1 0 houses a printer 1 2 for print- 
ing a paper document 1 1 known as an offer sheet. Such 
an offer sheet is shown in Figure 3. The sheet may con- 
tain one or more offers, savings, or discounts as well as 
product information. The dispenser 10 further houses a 
supply of paper 14 for the printer 12 and an activation 
device 16 such as an optical card reader, a magnetic 
stripe reader, a push button and/or a keyboard. Prefer- 
ably, the printer 12 is mounted in a vertical position. 
[0017] The activation device 16 is used to trigger the 
system and the method of the present invention. 



Through the activation device, input information about 
the consumer, such as a name, an address, an identifi- 
cation number, an account number and/or an access 
code, is entered into the system. The consumer infor- 
s mation or consumer identifier may be carried on a card 
to be read by an optical card reader or, alternatively, on 
a magnetic stripe on the back of a card, which stripe is 
read by a magnetic stripe reader when the card is run 
through the reader. The activation device 16 could also 
io be a keyboard, key pad or a push button device which 
enables a user, such as a new user, to gain access to 
the system. If desired, the system may employ more 
than one of the above activation devices. 
[0018] In one embodiment of the present invention, 
'5 the activation device 16 communicates with a network 
interface or a computer 18 which is housed within the 
dispenser 10 or is located in another area of the retail 
establishment. The network interlace or computer 18 
may comprise any suitable computer known in the art. 
20 The network interface or computer 18 may be used to 
store profile information about consumers and their 
shopping habits, to store information about offers, in the 
form of discounts, cents off, dollars off, percent off, or 
buying combinations, such as buy three get one free, 
25 and the like, and to store product information, all of 
which can be issued to consumers. The computer 18 
may be programmed to carry out the method of the 
present invention. 

[0019] When the in-store dispenser 10 is activated, 
30 the network interface or computer 18, through its pro- 
gramming, identifies the user and preferably selects a 
number of promotional offers to be issued to the con- 
sumer from the stored information about such offers. As 
will be discussed hereinafter, the selection of offers to 
35 be presented to each consumer may be based in part 
on the profile of the consumer in storage or on other cri- 
teria. 

[0020] The network interface or computer 18 is con- 
nected to the printer 1 2 .It communicates with the printer 
40 1 2 and instructs it as to what offers and information are 
to be printed on the offer sheet 11 . 
[0021] If desired, the network interface or computer 
1 8 may be programmed to instruct the printer 1 2 to print 
certain offers to a new consumer upon which the net- 
45 work interface or computer 1 8 has no consumer buying 
profile. By using the activation device 16, e.g. by push- 
ing a button or a certain key on a keyboard or key pad 
or by using a card that can be validated by the activation 
device, a consumer may gain access to the system and 
so initiate the computer programming to obtain an offer 
sheet 11 bearing purchase incentives and/or product 
and/or store information. 

[0022] The network interface or computer 1 8 can also 
be programmed to instruct the printer 12 to print certain 
ss information on the paper document 11 bearing the of- 
fers. This information can include a unique code, such 
as a bar code, which identifies the consumer and/or the 
document. Still further, the network interlace or the com- 
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puter 18 may be programmed to instruct the printer 12 
to print promotional messages advising the consumer 
of certain product information, other products for sale in 
the store, and/or non-product information. 
[0023] The dispenser 1 0 may include a light box area 
20 in which a message to consumers or the name of an 
advertiser can be displayed, which message may be 
back lit by a light bulb not shown. The light box area 20 
may be housed within a panel 22 which is hingedly con- 
nected to a side wail of the dispenser 10. By providing 
such a hinge connection, the panel 22 may be pivoted 
so that access to the interior of the dispenser 1 0 can be 
easily gained. 

[0024] The dispenser 10 further includes a gravity 
feed chute 24 which aligns with the outlet of the printer 
12. The gravity feed chute 24 has sidewalls 26, an an- 
gled back wall 28, holding fingers 30, and a cover plate 
32. The cover plate 32 is provided with a slot 34 adjacent 
its lower end to enable a consumer to take the printed 
document containing the offers. The cover plate 32 is 
preferably formed from a clear material, such as a LEX- 
AN or some other clear plastic material, and allows a 
consumer to see the printed document immediately as 
printing begins. If desired, the gravity feed chute 24 may 
be housed in a panel 36 which is also hingedly connect- 
ed to a sidewall of the dispenser 10. In this way, further 
access to the interior of the cabinet can be gained. As 
shown in Figure 1 , the panel 36 may also house the ac- 
tivation device 16. 

[0025] If desired, the profile information about con- 
sumers and the information about available offers can 
be stored in a database 37. The database 37 may be 
accessed with by the computer 18. Alternatively, the da- 
tabase 37 may be associated with a remote computer 
38 located externally of the dispenser 10. If desired, the 
remote computer 38 could be programmed to make the 
decisions about the offers to be issued to a consumer 
and to transmit the selected offers to the printer 1 2 in 
the dispenser 10 via the network interface or computer 
18 and appropriate communication links. In such a sys- 
tem, the remote computer 38 would receive the infor- 
mation inputted by the consumer via the network inter- 
face or computer 1 8 and the communications link be- 
tween the two. 

[0026] In yet another alternative embodiment, the net- 
work interface or computer 18 may be omitted altogeth- 
er. In this embodiment, information inputted via the ac- 
tivation device 16 is transmitted directly to the remotely 
located computer 38 via a communications link and in- 
structions are transmitted from the computer 38 to the 
printer 12 via a suitable communications link. 
[0027] The printer 1 2 used in the store level marketing 
system of the present invention is preferably a thermal 
printer. Typically in such printers, the thermal paper to 
be used in the printer is supplied wound on a 2* diameter 
roll or core. The result is a natural bend or curl in the 
paper, which curl is aesthetically unpleasing and trou- 
blesome when the paper is fed into the printer. The print- 



er 1 2 employed in the stor level marketing system of 
the present invention is provided with a means for sub- 
stantially eliminating this curl in the paper. The curl elim- 
inating means preferably comprises the means set forth 
5 in allowed parent application serial number 08/61 4,51 4, 
which is hereby incorporated by reference herein. 
[0028] The printer 12 is also provided with a means 
(not shown) for cutting the paper after the printer finishes 
printing an offer sheet 11 such as that shown in Figure 
io 3. After the paper is cut, the offer sheet 11 falls into the 
gravity feed chute 24 which is aligned with the outlet of 
the printer 12. The cutting means may comprise any 
suitable cutting means known in the art. 
[0029] After the consumer has received his/her sav- 
ings sheet and completed his/her shopping in the store, 
the consumer takes the savings sheet and his/her pur- 
chases to a checkout station 100. The checkout station 
or point of sale (POS) terminal 1 00 includes a scanner 
102 for scanning the code on the offer sheet 11 and/or 
a card issued to the consumer and for scanning the 
codes of the products that have been purchased by the 
consumer. It also includes a cash register 104 which is 
appropriately connected to the scanner and to the com- 
puter 1 8 and/or the computer 38. The scanner may com- 
prise any suitable scanner known in the art. Preferably, 
the scanner communicates with the computer 18 and/ 
or the computer 38 through suitable communication 
lines. 

[0030] Once the scanner 1 02 scans the savings sheet 
and when the transaction is closed, a signal is sent via 
the communication lines to the computer 18 or to the 
computer 38 to identify the document and to cancel the 
document so that it can not be used a second time. As 
the products purchased by the consumer are scanned, 
information about the products is also sent to the net- 
work interface or computer 18 or the computer 38 via 
the communication lines. Preferably this consumer pur- 
chase history is stored in the database 37. The compu- 
ter 18 or the remote computer 38 then compares the 
products purchased by the consumer with the offers on 
the identified document, if the computer 18 or the re- 
mote computer 38 through its programming finds that 
the consumer is qualified for a particular offer, it sends 
a signal to the cash register 104 which allows the con- 
sumer to receive an instantaneous discount or the like. 
[0031] The product information received by the com- 
puter 18 or the remote computer 38 is saved in a file 
which contains other information about the consumer. 
The file may be stored in either the computer 18 or the 
computer 38 and/or the database 37. By doing this, a 
consumer purchaser profile can be maintained. If de- 
sired, the product information could also be steed in 
other files. For example, the information could be stored 
in files which identify the purchase volume of a particular 
product. The information could also be stored in files 
which identify the number of consumers that have taken 
advantage of certain offers or promotional incentives. 
[0032] The method for selecting offers to be present- 



20 



25 



30 



35 



40 



45 



50 



4 



7 



EP 1 077 422 A2 



8 



ed to a consumer upon his/her activation of the dispens- 
er 10 will now be described. The method is carried out 
via programming whose structure will be described 
hereinafter. The program implementing the method of 
the present invention may be in any suitable program- 
ming language. 

[0033] As used herein, the term "offer" is defined as 
a unique individual communication to a shopper which 
may incentify a shopper to buy a product, reward a shop- 
per for loyal patronage, or any other type of shopper pro- 
motional incentive/reward. The offer is selected and de- 
livered to the consumer via the aforementioned system. 
The offer which is presented to the consumer can con- 
sist of one or more of the following: product description; 
non-product description; product logo; and/or discount 
amount. 

[0034] As used herein, the term "redemption" is de- 
fined as the shopper exercise of an offer issued by the 
dispenser 10. 

[0035] As used herein, the term "group" is defined as 
a unique user defined code given to one or more system 
offers upon creation of that offer. This code will deter- 
mine the offer area on the hard copy printout or offer 
sheet 1 1 received by the consumer via the dispenser 
10. This unique group code is criteria utilized in the offer 
selection process defined hereinafter. 
[0036] As used herein, the term "tier" is defined as a 
unique user defined code given to one or more offers in 
a group which allows the system to prioritize the offer. 
This code is used in the selection process to determine 
offer availability for an individual consumer's hard copy 
printout. 

[0037] As used tierein, the term "offer sheet" is de- 
fined as a unique collection of offers and other informa- 
tion, which is printed for a consumer via the dispenser 
10. 

[0038] As used herein, the term "user" refers to the 
entity supervising the system and/or the entity that owns 
the store or stores in which the system is placed. 
[0039] Each time a consumer activates the dispenser 
10, the programming associated with the computer 18 
and/or the computer 38 builds an offer sheet 1 1 from the 
collection of offers stored within the computer 18 and/or 
38 or in the database 37 qualifying for selection. Offers 
available for the selection process are examined in each 
group (location on the offer sheet) starting with the high- 
est priority tier. Qualifying offers continue to be exam- 
ined in a tier until all offers in a particular tier have been 
examined or until enough offers are found in a tier to 
satisfy a maximum offers per tier requirement. The se- 
lection process continues examining each tier in a pri- 
ority descending manner until the sy^em has selected 
the specific number of offers for this group. The selec- 
tion process is then repeated for each unique group until 
the requirements of the offer sheet have been met. 
[0040] Offers may contain qualifying information 
which is used by the programming at the time the shop- 
per activates the dispenser 10 to determine if a specific 



shopper qualifies for selection for that offer. A unique 
offer sheet is generated for that specific shopper from 
the qualifying offers selected by the programming. 
[0041] Each offer may have its own unique start and 
5 end, date and time. The start and end date can be set 
to any interval. For example, an offer is valid for selec- 
tion from Monday to Wednesday. The start and end time 
can also be set to any interval. For example, the offer 
may be valid from Monday at 10:00 A.M. until Wednes- 
w day at 4:00 P.M. Each offer may have a unique and de- 
finable time parameter. An offer can also be available 
for selection on a specific day with specific hours for that 
day. Offers can be available for selection at specific 
hours within a specific day and/or for multiple days of 
is the week. For example, an offer can be available only 
between the hours of 2 P.M. and 4 P.M. on Tuesday and 
the same offer can be available again between 8 P.M. 
and 9 P.M. Thursday, if so selected. 
[0042] Counting limits may be set for offers, limiting 
20 the number of times a specific offer is issued. Similarly, 
limits can be set limiting the number of times an offer 
can be redeemed and limit the total value of the redemp- 
tions. This is done by an assumption made by the pro- 
gramming that at issuance an offer will be redeemed 
25 and is therefore counted as such in the total offer re- 
demption limits. Once the disposition of the offer is 
known by the system, the redemption limits may be up- 
dated accordingly. For example, when a consumer 
checks out, or if his/her offer sheet expires, the count 
30 may be readjusted and the value for the offer may be 
readjusted if it has not been redeemed. In this way, the 
redemption limits can be kept up to date. 
[0043] There are a number of methods to associate 
specific offers with specific shoppers. In a first method, 
35 a list of offers is maintained for every consumer stored 
in the system. This list is updated by command to the 
dispenser 10. When an offer is marked as individually 
targeted, its identification must appear in the record for 
the consumer presenting his/her card or other identifi- 
40 cation information for the offer to be issued. In addition 
to the offer identification, the system also maintains is- 
sue and redemption limits for the consumer, which con- 
strain the number of times an offer will be issued, based 
on previous issuance and/or redemption of that offer. 
45 [0044] In a second method, list targeted offers are 
used as a mechanism to drive targeting from an external 
system. By identifying a known directory on the external 
system, the programming watches and mirrors the files 
in that directory. When an offer is seen which is marked 
50 as list targeted, the programming first determines if 
there is a list which corresponds to the offer. The pro- 
gramming then checks to see if the consumer is con- 
tained on the list. If the consumer is, the programming 
checks the consumer's list of offers and, if this offer is 
55 not yet represented, the identifier for this offer is placed 
on the consumer offer list. The programming then ap- 
plies the same test as for the individual targeted offers. 
[0045] In a third method, each consumer is identified 
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as belonging to a specific group of categories, e g. 
decile. Additionally, each consumer carries a particular 
profile, e.g. dog owner. Offers can be created which will 
be issued on the condition that the consumer's profile 
or category meets the requirement of the offer. For ex- 
ample an offer can be issued to consumers who are in 
the 7th decile or above and who have been identified as 
dog owners. 

[0046] A check in determining whether to issue a par- 
ticular offer is made if there is a constraint to issue the 
offer based on a modulo count. Each time an offer sheet 
is issued, a count is incremented. If there is a non-zero 
value in the offer's relevant field, the issue count is di- 
vided by the number. The offer is issued only if the re- 
mainder of the division is equal to the number in the of- 
fer 

[00471 The intended use of the modulo check is to per- 
form an 'instant win' function. This function provides the 
ability to reward a consumer as he/she scans his/her 
card at the dispenser 10, real-time and in-store. The in- 
stant win is triggered by issuing an offer or instant win 
to every 'nth' card. For example, issue a free sample of 
a product to every 10th shopper that activates the dis- 
penser 10. The software is provided with the ability to 
specifically set the parameters for the utilization of the 
function. The ofler or instant win can be limited by the 
previous features like time limits, counting limits, and 
day and hour limits. The instant win function can also 
be tiered in that the system and its programming could 
issue one type of instant win offer to every 1 0th consum- 
er who activates the system and another instant w.n of- 
fer to every 20th consumer. The system and its program- 
ming is structured so that the 20th person would not re- 
ceive both the 10th and 20th offers. 
[00481 Sweepstakes offers can also be executed uti- 
lizing the programming of the present invention. This 
can be done by allowing each consumer to be entered 
as they activate the dispenser 10. The programming 
would also allow for continuity type sweepstakes which 
could be tied to offer redemption. The sweepstakes 
f unction could be utilized to promote the system by en- 
tering a consumer when he/she activates the dispenser 
10 and also activates the offer sheet upon checkout. 
[00491 Using the method of the present invention, the 
offer details can be cross checked with the individual 
store's internal POS system. This process is performed 
upon activation of the offers, as they become available 
in the offer selection process. The programming in the 
computer 18 or 38 can communicate with the store's in- 
ternal POS system to match the offer value with what 
the store has input as the valid offer value. The program 
will automatically change the value in the computer 18 
or 38 to what resides on the store's internal POS system 
to assure that consumers receive the offer value that will 
be processed upon checkout. This crosscheck is per- 
formed in real-time and any adjustment necessary is 
made real-time. 

[0050] The programming used to implement me 



method of the present invention has the ability to modify 
an offer, in store in real-time. The offer modification al- 
lows the user to activate a predefined offer or adjust an 
offer value from the store's internal POS system. 
s [0051] Adjusting an offer valu allows the user to 
change an offer value through his POS system without 
communication with the system operator. The program- 
ming used to implement the method of the present in- 
vention can automatically perform offer validation and 
10 in this process the offer value is changed if the user mod- 
ifies the offer value on the POS system. 
[0052] In many situations, more than one dispenser 
10 will be located in an individual store or within the 
stores of a chain. Peerto peer notification can be utilized 
is to allow a store or stores with two or more dispensers 
to communicate with each other in terms of updating 
consumer information. At all times, each dispenser up- 
dates the other as to consumer data. This real-time com- 
munication of consumer data is unique to the method of 
20 the present invention. 

[0053] Shopper notification is defined as the ability to 
notify a store manager or other store personnel through 
any communication means known in the art that a spe- 
cific consumer has activated the dispenser 10. An ex- 
25 ample of this is if a manager wants to know when a high 
spending consumer is in his store, he/she can define in 
the system a notification option which activates when 
the consumer activates the dispenser. 
[0054] The manner in which the programming imple- 
30 menting the method of the present invention operates 
is shown in the flow charts of FIGS. 4a - 4c. As shown 
in FIG 4a. in step 202. the group and tier offset variables 
are initialized. At step 204. the consumer or shopper has 
activated the dispenser 10 and the offer selection proc- 
35 ess commences by examining a first one of the groups 
in step 206 starting with the highest priority tier in the 
group and descending through the ranked tiers. In step 
208 the program determines whether any group or tier 
limits have not been reached. If the group or tier limits 
40 have been reached, the program returns to step 206 to 
begin the examination of the next group. If the group or 
tier limits have not been reached, the program moves 
onto step 21 0 where it is determined if the offer is for the 
shopper This step will be discussed in more detail in 
45 connection with FIG. 4b. If the result of step 21 0 is that 
the offer is available for the shopper, then the program 
moves onto step 212 where the offer is selected and 
saved If the offer is not available for the shopper, the 
program returns to step 208. When all the groups and 
so tiers have been examined, the selected offers are sent 
to step 214 where they are sorted. The sorted, selected 
offers are then sent to the printer 12 for printing of the 
offer sheet 11. 

[0055] FIG 4b shows the process which occurs dur- 
55 ing step 210. As shown in this figure, the program first 
determines in step 216. whether the offer is within the 
date range for it. If the answer is false, a false indication 
is returned to step 21 1 . If the answer is true, the program 
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returned to step 211. It the limn ^ 

the Proyarn checks to se dgy ^ 

by day and hour. H the offer s n 
hour, the program P^^fJlS .to step 222. In 
by day and hour, the pr = ^ ine „ « P ls avail- 
step 222. the offer tna , tne offer is not 
ab ,e at this tune If the ^™ sent t0 step 211 . 
available at this time, a false "J" ^ to 
„ the offer ^^^3& ^ 
step 224. in ^^/"SSSr is not targeted, a 
the offer is W^"*^ „ the offer is targeted, 
false ln*aUon»8entto8topK7. 
then the program proceeds to s tap " fte 

program in step 22 6 win 09 m is false , then a 

fib. 4c hereinafter if the targeted ^ ^ ^ 

false signal » sent to step 2 1 . ■ " 9 jt js d(J . 

then the program P^^Lte or redemption limits, 
termined if the offer contains J< <* " ^ 

„theofferdoes ^^"JES^ the ofler does 
its. the program P^ 8 ^ Sts the program then 
contain issue or redemp l» *«. ft » H deter . 

mines whether the offer is store ^ 

"-■ r," - ^ ««« in r 

proceeds to step 230- n ™» m ofler in the 

shopper record, then •» P»JJ « he offer in the 
shopper record in step to step 230. 

,n step 230, it is d * e ™^™ f . modul0 count. It the 

<^**?ZT<*l^o° the basis of a modulo 
offer has not been receivea o „t ne signal from 
count, a false signal is sent to ste « £ 9 232 
step 230 is true, the »£^^edtothe 
where « matches the •^2jj£K.h. mo* 
shopperwithapredet^^ 

mines if the offer is in the eds , 0 step 

not in the shopper record the program p 
211 which returnsatrues.gnalHtheone 

per record, the P«*^££ there is a limit 

234, the offer is ~ , fj^ b . issued or 

on the number of times ^ alse , then the 

redeemed. .« 

program proceeds on to 8te Pjf of tjmes that the 

to step 235. In step 235, tne P g ^ be js 

er the issue or ^^J^ep 235 is false, 
sued if count is zero). « ^ereauuesig- 

nal is issued. II the answer to step 235 



ho tn steo 211 where a false signal is 
program proceeds to step 

issued. • slep 240, the offer 

POST] Moving now to ^ ^ offef js not 
is checked to see if it is Us targ whefe ft 

s Hst targeted. ^P^. P £^5£L ■ lf 

is cW^J^^i, indrvwuai targeted, 
it is determined that the one de termine 

whether the shopper ™" '^-ag tor any rea- 
,o theofferor whether the shoppe. j.wta£ ^ a 
son. if it is determined, that ttw ^snopp . g 

returned , to step 22* It ^ ^ ^ off 

does not fall within a 9roup js returned 

is or is otherwise ineligible, then a taise y 

me °" er ^2TwSrr^ 
mines in step 246, whetn js uue 

2 o of those selected for this snopp |t js 

then the program P«J^2n exceeded. If the 
checked to see if any limits have , be . g ^ 

targeted, the program proceeds o s w an 
determined if the shopper is on he ofler hst. I 
s «er is false, then a false J^".^ 252 
where it is determined I whelhe the ^ 

■^^-^^j^ the shopper in 
the offer is added to those eewci )( ^ 

step 254 and the program P^»" S P st 246 . 
35 answer is false, then the V°^™T^L*o4 of 
l00 60] '^preferred^pleme ntamnofth 

the present invention. the system of 

examined during the selects prccessj ^ y ^ ^ 

the present invention w,l ^ a ^ the ended ConS e- 

40 lection process ^J^g%£»* tier ex- 
quently, if the selection process tori a P ^ 
amined all offers within *™ <* 

marked Ta.rS^^^ 
.5 rs^^i«-•^^ b>B, * 

it begins at the " ia / ked, ^ n aovantage s to the store 
[0061] One of the P^^'^^the present in- 

vention is that a sheet oi W consum er with- 

50 offers can be printed and p esen A ee l to ^ 

in seconds ^'^^^S^^^ 
another advantage of the store lev 

and method of ^^^Z^ «°r each 
ment containing the offers can ue 

ss customer. tha t there has been provided in 

[0062] It is ^P-r^^B. method for dispensing 
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means, and advantages set forth hereinbefore. While 
the invention has been describ d in combination with 
specific embodiments thereof, it is evident that many al- 
ternatives, modifications and variations will be apparent 
to those skilled in the art in light of the foregoing descrip- 
tion. Accordingly, it is intended to embrace all such al- 
ternatives, modifications, and variations as fall within the 
spirit and broad scope of the appended claims. 



Claims 

1. A method for providing a consumer with a plurality 
of offers to be used to purchase goods, said method 
comprising the steps of: 

providing a database containing a plurality of 
available offers with said offers being arranged 
in groups and said offers in each of said groups 
being arranged in ranked tiers; 

connecting a consumer activated dispenser to 
said database; 

selecting a plurality of offers from said database 
for presentation to said consumer each time 
said consumer activates said dispenser; and 

said selecting step comprising examining each 
group in said database for available offers start- 
ing with a highest priority tier in said group and 
proceeding to a lowest priority tier. 

2. The method according to claim 1, wherein said 
group examining step comprises examining each 
tier in said group until all offers in said tier have been 
examined or enough offers have been found to sat- 
isfy a maximum offer per tier requirement. 

3. The method according to claim 2, wherein said tiers 
within each group are examined on a priority de- 
scending basis. 

4. The method according to claim 1 , further compris- 
ing verifying that said consumer is eligible for said 
selected offers. 

5. The method according to claim 4, wherein said ver- 
ifying step comprises verifying that each said offer 
is within a valid time limit. 

6. The method according to claim 5, wherein said time 
limit is set by an operator of said database. 

7. The method according to claim 4, wherein said ver- 
ifying step comprises verifying that each said offer 
does not exceed a counting limit. 



8. The method according to claim 1 , further compris- 
ing selecting from said database at least one offer 
targeted for said consumer. 

5 9. The method according to claim 8, wherein said at 
least one targeted offer is selected by comparing an 
identification number assigned to offers within said 
database with an identification number assigned to 
said consumer. 

10 

10. The method according to claim 8, wherein said tar- 
geted offers are compared to issue and redemption 
limits for said consumer within said database to de- 
termine whether said consumer has exceeded said 

is issue and redemption limits. 

11. The method according to claim 1, further compris- 
ing selecting at least one offer from said database 
based upon a specific group of characteristics pos- 

20 sessed by said consumer. 

12. The method according to claim 1 , further compris- 
ing selecting offers from said database based upon 
a specific group of categories to which said con- 

25 sumer belongs. 

13. The method according to claim 1, further compris- 
ing selecting at least one offer from said database 
if said consumer activating said dispenser meets 

30 count criteria. 

14. The method according to claim 1 , further compris- 
ing cross checking offer details with an internal point 
of sale system within a store prior to selecting said 

35 offer for presentation to said consumer. 

15. The method according to claim 14, wherein said 
cross checking step comprises comparing a value 
of an offer with a valid offer value stored in said in- 

*o ternal point of sale system. 

16. The method according to claim 1 5, further compris- 
ing adjusting the offer value if said offer value differs 
with said offer value stored in said internal point of 

<s sale system. 

17. The method according to claim 1 , further compris- 
ing said user modifying the value of at least one se- 
lected offer. 

so 

18. The method according to claim 1 , further compris- 
ing updating said database each time said consum- 
er redeems an offer. 

55 1 9. The method according to claim 1 8, further compris- 
ing updating a database associated with each dis- 
penser in a retial store each tim said consumer ac- 
tivates a dispenser and receives a set of offers. 
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20. The method according to claim 1 . further compris- 
ing notifying store personnel when said consumer 
activates said dispenser. 

21. The method according to claim 1 , further compris- s 
ing dispensing a printed sheet containing said se- 
lected offers at said dispenser. 

w 
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